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The grocery retail industry in Hong Kong has long been 
a big industry with big players and more importantly, it is 
a highly competitive industry. Distribution margins are 
very tight, providing very strong incentives for finding 
ways to improve efficiency. Products and product lines are 
well defined and reasonably stable over time. So also are 
the players, with suppliers selling to wholesalers and, in 
turn, retailers. Transactions are repetitive and business 
partnerships are multiple and relatively stable. These 
conditions - competitive intensity, underlying stable and 
repetitive business dealings and well defined products are 
key in creating needs of grocery retailers to deploy 
Information Technology (IT) to gain competitive advantage 
over their rivals. 
The company being studied is the Hong Kong Convenience 
Stores Limited (7-Eleven) . The main area of business is to 
sell a limited line of high convenience items primarily for 
immediate use. This study investigated the long-standing 
problems that face the company and studied the feasibility 
of implementing two of the latest state-of-the-art IT 
tools, namely. Scanning and Electronic Data Interchange 
(EDI) to help 7-Eleven to gain competitive advantage over 
its rivals. 
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There have been developments in many fields in the 
eighties. However, with the integration of computers and 
telecommunication. Information Technology (IT) is among 
those with the most spectacular growth. This combined 
industry of computers and telecommunications is expected to 
be the largest in the world in this decade. It is believed 
that advances in IT will change the environment of most 
businesses. To cope with this fast pace in development, 
policy-makers must understand the implications of IT on 
their business�and most importantly, cash, in on the 
opportunities created; otherwise they will inevitably be 
left behind in this new era of IT in the coming years. 
Scope and Statement of the Problem 
Hong Kong is a city of fierce competition. To gain 
competitive advantage over our rivals, we must be able to 
differentiate our products and services from our 
competitors, cut down production and running costs, speed 
up information flow within the company, enhance business 
opportunities, and lead customers where they want to go 
before customers know it themselves. Companies in Hong 
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Kong are facing severe problems such as shortage in labour, 
high staff turnover rate, loose control over assets, and 
lack of information in predicating customer tastes and 
preferences • The use of IT is now widely accepted by 
companies in Hong Kong as a tool that can help them to 
improve efficiency and move towards pro-active marketing. 
In Hong Kong, applications of IT can be found in many 
organizations, ranging from small sized companies to large 
corporations. With the constraint in time and manpower 
resources that can be spent on this research report, focus 
is put on the applications of IT in the grocery retail 
industry. Furthermore, instead of studying the entire 
industry, this study is concentrated on the Hong Kong 
Convenience Stores Limited (7-Eleven)• 7-Eleven is 
selected for the study because of its prominent position in 
the grocery retail industry of Hong Kong. Emphasis is put 
on two of the latest state-of-the-art IT tools, namely. 
Scanning and Electronic Data Interchange (EDI), and 
discussing how 7-Eleven can benefit from these two 
information technologies. 
Definition 
Grocery Retail Industry 
All retailers who sell grocery products such as dairy 
products, candy, canned foods, picnic supplies, household 
products, drugs, cigarettes, wines, beverages, "hot to go" 
fast food, etc. are classified as grocery retailer. Unlike 
other retailers such as fashion retailers, grocery 
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retailers sell a lot more varieties of product ranging from 
1,000 to 10,000 items per store. Moreover, product prices 
can be as low as thirty cents such as egg to as high as a 
few thousand dollars such as wine. Generally speaking, we 
can classify grocery retailers into 3 categories, namely, 
convenience store, supermarket, and grocery store. 
To name but a few, the differences between convenience 
store and supermarket lie on the opening hours, number of 
outlets, product range, store size, pricing strategy/ and 
target customer group. Most of the grocery stores are 
family business. The number of grocery stores are 
diminishing continuously and more and more grocery store 
owners are applying for convenience store franchising. 
Figure Market Structure 
Scanning 
Let us look at the definition of bar code first: "A 
bar code is a series of light and dark vertical parallel 
bars which are used to represent the number underneath. 
The bar code marked on a product does not carry information 
about the product, its size or price but is, in fact, an 
identification code. 
Although the term Scanning has been around since the 
mid-seventies, there is still no universal agreement to its 
meaning. In this research report, the following definition 
for Scanning in the grocery retail industry is used: "Bar 
codes on consumer items can be read at retail checkouts 
which have scanners installed. The scanner identifies the 
product and instantly transmits the relevant information to 
the computer. The computer then immediately relays the 
description and price of the product back to the checkout 
register. This information is then displayed and 
simultaneously printed on the customer's receipt. 
EDI 
The definition is: "EDI is the movement of business 
data electronically between or within firms (including 
their agents or intermediaries) in a structured, computer 
l"Bar Codes for Consumer Units" Hong Kong Article 
Numbering Association brochure 
2"Scanning.•.of Bar Codes" Hong Kong Article Numbering 
Association brochure 
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processable, data format that permits data to be 
transferred without rekeying from a computer supported 
business application in one location to a computer 
supported business application in another location. 
Transmission of data between firms includes direct 
transmission, transmission using an intermediary such as 
value added communication network and the exchange of 
computer tapes between locations."1 
The Company 
In 1926, the Thompson Brothers formed the Southland 
Corporation in U.S.A. to sell ice-cube, household and dairy 
products. Success led to further success and in 1940, 
Southland extended its business hours from 7:00 a.m. to 
11:00 p.m. and named its stores 7-Eleven. Since 1960, 7-
Eleven has further extended its business hours to 24 hours 
a day all year round. 
In 1980, the Jardine Marketing Services Limited became 
a licensee to run 7-Eleven stores in Hong Kong. In 1989, 
the Dairy Farm International Holdings Limited, a subsidiary 
of the Jardine Strategic Group, completed the acquisition 
of 7 - Eleven and set up a company called Hong Kong 
Convenience Stores Limited to run the 7-Eleven business. 
Besides 7-Eleven, Dairy Farm also operates the Wellcome 
supermarket and Mannings drugstore in Hong Kong. 
"EDI Forum" Tradelink Electronic Document Services 
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Today, 7-Eleven is the largest operator of chain 
stores in Hong Kong which operates over 300 stores that are 
spread all over Hong Kong, Kowloon and the New Territories. 
Over half of its stores are franchise stores. The 
franchisees are responsible for running their stores based 
on the company's laid down rules and procedures. Profits 
are shared between the franchisee and the company according 
to a predefined ratio. 
7-Eleven sells over 3,000 different types of product, 
however, it is not the only grocery retailer to sell these 
products. You can always buy most of them from 
supermarkets or even from corner shops. The major 
difference between convenience store and supermarket lies 
on two product attributes, namely, "convenience" and “fast 
service", which are solely offered by convenience store. 
Besides selling products, 7-Eleven also offers services 
like ATM, facsimile, etc. 
7-Eleven has a workforce of 1,000 full-time staff and 
2, 000 part-time staff. Currently, It is being organized 
into seven departments under the chief executive: 
1) MIS Department - responsible for all matters 
concerning IT of the company, both internally and 
externally. 
2) Finance Department 一 responsible for all financial 
activities of the company. 
3) Real Estate Department 一 responsible for evaluating 
and negotiating suitable store sites. 
4) Operation Department 一 responsible for sales 
activities. 
5) Marketing Department - responsible for purchasing and 
marketing programmes planning. 
6) Franchising Department 一 responsible for recruiting 
franchisees, staff training, and personnel 
administration. 
7) Construction Department 一 responsible for constructing 
new stores and machinery maintenance. 
An organization chart is attached in Appendix 1 for 
reference. 
Objectives 
Although use of IT in the grocery retail industry is 
quite common in the past decade, use of Scanning and EDI in 
Hong Kong are still in their infancy when compared to 
countries like Japan, U.S.A. and Europe. The objectives of 
this research report are: 
1) To identify�and investigate problems that face Hong 
Kong grocery retailers, in particular 7-Eleven. 
2) To introduce the benefits of Scanning and EDI and 
study how they can be used to solve problems that are 
identified in point one. 
3) To recommend the approach and steps in implementing 
Scanning and EDI. 
4) To formulate an IT strategy for 7-Eleven. 
Through this research project, a realistic example is 
used to demonstrate how a Hong Kong grocery retailer could 




The research was carried out in two phases. The first 
phase identified the problems that face Hong Kong grocery 
retailers. Through personal interview with the key 
functional staff of 7-Eleven, information on their day-to-
day problems in running the business was obtained. Apart 
from personal interviews, observation was also made on the 
operation of their present system to ensure that the true 
picture of the business could be gathered. This was 
important because the managers, being very busy in their 
work, might not be able to provide all information 
required. Because of the complexity of this study, 
questionnaire was considered to be inappropriate. 
After collection of information, the second phase was 
to analyze and determine how Scanning and EDI could be 
applied to solve the problems identified in 7-Eleven. 
Possible areas of the business that could be benefited and 
affected were closely examined. An estimation on the 
investment costs needed and an implementation approach were 
provided. Finally, a course of actions and an IT strategy 
for 7-Eleven were recommended. 
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CHAPTER II 
PRESENT SITUATION AND PROBLEM AREAS 
After observing the operation of different activities, 
problems faced by the company in various areas were 
identified. These problems can be classified as "hard" or 
tangible problems and "soft" or intangible problems. 
"Hard" problems are easier to measure in monetary term than 
"soft" problems. Both of them have real bottom line impact 
on the company. 
Before we look at the problems faced by 7-Eleven, it 
is necessary for us to understand the accounting system and 
principles used by the company. 
-V. 
Accounting System 
The existing cash registers used by 7-Eleven are not 
capable of recording sales by item information, only the 
total sales amount per day is available. Therefore, 
inventory of each store is not kept by individual item but 
is valued at retail price in a lump sum amount. The 
missing link to realizing inventory by item is to know what 
has been sold item by item. 
Upon receipt of merchandises, the Account department 
will multiply the quantity of each item received with its 
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corresponding retail price and add to the inventory of that 
store. Everyday, the Account department deducts the sales 
amount of each store from its inventory value to come up to 
a latest inventory figure. 
Inventory value at cost is calculated by multiplying 
the inventory value at retail and a constant (0.7) called 
"Variable Inventory Percentage (VIP)-" 
Tangible Problems 
In a large turnover environment such as 7-Eleven, 
without doubt the biggest problem is control of pricing and 
stock. 
Prices Change 
In today's highly competitive grocery retail market, 
promotion is the most frequently used tactic to attract 
customers and increase sales. Every week, 7-Eleven selects 
certain products as "loss leader" and prices them at a very 
low price. At the same time, the company may increase the 
prices of some best selling items quietly in the hope of 
increasing not only customer count but also sales. 
As mentioned earlier, 7-Eleven needs to keep track of 
the change in inventory value of each store as a result of 
the promotion programme. This is done by store staff 
counting the quantity of each promotional item and 
reporting to Account department to adjust the inventory 
value accordingly. 
Let us consider an example of how to adjust inventory 
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value. Assuming that the retail price of item A before 
promotion is HK$3.50 and its promotion price is HK$2.00' 
price difference is HK$1.50 (HK$3.5 - HK$2.0). If the 
quantity of item A counted by the store manager is 80 
units, change in inventory value is HK$120 (HK$1.5 x 80). 
Since this is a price mark-down, the Account department 
will deduct the inventory value of that store by HK$120. 
From the above example, you can image the kind of 
administrative burden that rests on 7-Eleven which owns 
over 300 retail outlets and launches promotions that 
involve over 200 items on the average every month. More 
importantly, this prices change process is prone to error 
and manipulation. The following is an example of how store 
staff can cheat 7-Eleven through the price change process. 
Assuming that the inventory value of store N is 
HK$100,000 as at 1—May-1992 and there is a price change on 
item A, B, and C on the same day. Also assume that the 
actual quantity of item A, B, and C 
205, and 50 respectively. 
store N are 100 
New Old Value 
Item Price Price Diff Qty Adiusted 
A 8.5 13.5 (5. .0) 100 (500) 
B 5.8 12.8 (7. .0) 205 (1435) 
C 7.0 5.7 1, _3 50 65 
(1870) 
The inventory value of store N after the prices change 
process should be HK$98,130 (HK$100,000 - HK$1,870). To 
cheat the company, store staff especially the franchisees 
will magnify the quantity of product having a price 
decrease and reduce the quantity of product having a price 
increase. For example, instead of reporting the actual 
quantities of item A, B, and C, they report the quantities 
as 200, 300, and 10 respectively. 
New Old Value 
Item Price Price Diff Qty Adiusted 
A 8.5 13.5 (5. .0) 200 (1000) 
B 5.8 12.8 (7. .0) 300 (2100) 
C 7.0 5.7 1, .3 10 13 
(3087) 
The inventory value of store N after the prices change 
process now becomes HK$96,913 (HK$100,000 - HK$3,087). The 
book record shows that the inventory value of store N is 
HK$96,913 but in fact, the actual inventory value is 
HK$98,130. Therefore, store staff can take away 
merchandises that are worth HK$1,211 without causing any 
inventory shortage. 
Of course, 7-Eleven can double check the correctness 
of quantities reported from each store by having an audit 
team to count the price change products as well. However, 
it is almost impossible in practice when 7-Eleven has over 
300 stores that are spread all over Hong Kong, Kowloon and 
the New Territories. Without any choice, the company has 
to impose a high degree of trust on store staff. The 
company estimated that over HK$10 million were lost in 1991 
due to prices change. 
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Price Marking 
The need for price marking on each individual item 
also creates a heavy workload to store staff. Upon receipt 
of merchandises, store staff cannot put them on shelves 
immediately. They have to store the goods in the back room 
first, then price mark each one of them before placing them 
on shelves. When there is a prices change, all of the 
shelf stock must be pulled from the shelves, the old price 
tags either removed or covered over, and new price tags 
placed on the items. In 1991, a survey conducted by 7-
Eleven showed that on average each store took four man-
hours per day to do price marking. At HK$14 per man-hour, 
7-Eleven needs to spend over HK$6 million in payroll just 
for price marking. 
Pricing Control 
One of the 7-Eleven policies is that all stores must 
follow the selling price of each item set by the company. 
However, as mentioned earlier, over half of the 7-Eleven 
stores are franchised, and profits are shared between the 
company and the franchisees. The franchisees can earn more 
money by generating more sales. Therefore, some 
franchisees may deliberately set a higher price for certain 
products. It is very difficult for the company to control 
because of the number of stores it had and the number of 
products in each store. Frequently, many items of the same 
type will have different prices in different stores and 
even within the same store. This is always worrying the 
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customers of being overcharged. 
Store Shrinkage 
Store shrinkage can occur from a variety of sources 
such as shoplifting, however, one major source is 
inaccurate registration of prices at the cash register. 
When items are key entered, the potential for clerical 
mistakes or "sweetheart" arrangements i.e. charge a lower 
price for friends is quite high. Generally, customers and 
checkout operators may well notice when an item is 
overcharged to the customers. However, many undercharges 
seem to go unnoticed and result in a reduction of profit 
margin and increase in shrinkage. 
Intangible Problems 
Faced with a highly competitive market, and continuous 
change in demography and customer buying patterns, the 
management of 7-Eleven understands that simply being 
customer-led is not enough. They strongly believe that the 
availability of timely and accurate market information is 
a must to guide them to know what customers want before 
customers know it themselves. The lack of this factual 
information makes it difficult for management to formulate 
efficient and effective marketing strategies, and to 
respond promptly to market changes. 
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Product Movement 
Every retailer needs to know precisely, and promptly, 
what merchandise lines are selling, or not selling, in each 
of his store. The ideal in grocery retailing is to have 
perfect stock: stock levels which exactly meet customer 
demand. This implies that each store would never lose any 
sales due to an out of stock situation. On the other hand, 
it implies that they would never have any excess stock 
which will tie up more capital than needed. 
In order to achieve this it is necessary to have 
detailed data on stock held, purchased, and sales, for each 
merchandise line in each store. 7-Eleven can only fulfil 
part of this requirement. The itemised data on stock held 
can be obtained through manual stock count. The itemised 
data on stock purchased can be based on suppliers' 
invoices. Unfortunately, there is no tool or media to 
record the itemised sales information. The existing cash 
register (TEC MA-136) used is a simple mechanical one which 
have limited memory capacity. It can only record the total 
sales amount per transaction but not the sale of individual 
product. 
Therefore, 7-Eleven can only analyze product movement 
based on the itemised purchase information. The company 
makes an assumption that whatever was purchased during the 
month would also be sold during the month. However, 
product movement information obtained in this way can 
sometimes be very misleading. Some stock may not be sold 
at all but still can create an illusion that they are fast 
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moving items. Therefore, purchasing officers cannot rely 
entirety on the information provided but have to double 
check with store managers. Without actually counting the 
number of items in stock, information provided by store 
managers may also be subjective or inaccurate. Under these 
circumstances, the company found it difficult to react 
promptly and accurately to any change in market and 
customer taste, and even more difficult to plan for the 
future. 
Monitor Promotion 
One of the most commonly used marketing strategies of 
7-Eleven is promotion. On average, there will be four 
promotions every month which involve over 200 items in 
total. Since the cash register is not capable of recording 
itemised sales information, store staff have to manually 
record the quantity sold on a worksheet whenever - a 
promotional item is sold. Store staff will report these 
sales information to Marketing Department via telephone on 
regular intervals. It is because of the large amount of 
manual work involved, only thirty stores are selected to 
provide the information. Normally, it will take at least 
one day to consolidate data and compile into meaningful 
management reports. 
The accuracy of this information will largely depend 
on store staff's adherence to recording procedure. Some 
selected stores may think that this is an extra work to 
them and refuse to do it, they simply guess the quantities 
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of promotional items sold. Moreover, just thirty stores 
may not be a large enough sample to represent all stores. 
As a result, the company does not have accurate information 
to monitor the performance and react to each promotion. 
Customer Information 
According to marketing theory, different consumer 
groups have different needs and spending patterns. It is 
necessary for each store to tailor its stock to the local 
market. Therefore, capturing the age and sex of each 
customer are useful in analyzing consumer's buying pattern 
and any demographic change. The existing cash register can 
only record the number of customer but not age and sex. 
The ability to order the correct product mix will depend on 
the experience of store managers who learn it through trial 
and error. A new store manager may need time to gain the 
experience. During this learning period, out of stock 
situation on certain products may frequently arise which 
leads to loss in sales. 
Manpower Shortage 
Nowadays, Hong Kong is facing severe shortage in 
labour supply, especially in the service sector. There is 
no exception to 7—Eleven and the company is facing great 
difficulty in recruiting staff, especially young people to 
work at store level. Like most companies of the service 
sector, the company has to recruit housewives or new 
immigrants from mainland China to work part-time. These 
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people are generally older in age and thus, slow in 
entering prices into cash register. Since 7-Eleven always 
puts great emphasis on providing fast checkout service to 
customers, the company is spending millions of dollars to 
provide intensive training to these employees. 
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CHAPTER III 
THE CHARACTERISTICS OF SCANNING AND EDI 
This chapter explains the characteristics of a 
Scanning system and an EDI system. 
Electronic Point-of-Sale (EPOS) Terminal 
An EPOS terminal is simply a personal computer (PC) 
based cash register. It has a appearance different from a 
normal PC and is specially configured to accommodate a cash 
drawer, a receipt printer, a customer display, an operator 
display, and a bar code scanner. The following diagram 
illustrates the� similarities and differences between an 









Figure 2 - EPOS Terminal and PC 
I 者 潘 中 文 大 學 勘 書 狩 歉 ^ J 
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The major difference between an EPOS terminal and a 
cash register is that the former is a PC. An EPOS terminal 
can be operated as a stand-alone system in a small 
specialty shop such as Giordano or networked in a large 
environment such as Wellcome supermarket. It can be 
programmed to handle all sales operation including price 
look up, negative credit checking, tax routines, multi-
tendering, currency conversion, etc., and non-sales 
operation including goods receiving, return, transfer, 
credit payment, deposits, layaway, etc. Full in-store 
management reporting is also provided. A brochure of NCR 
7054 EPOS terminal is attached in Appendix 2 for reference. 
Bar Code Scanner 
Bar code scanners are used to read and decode bar 
codes on trade units• Scanner performs three functions to 
read bar code.�First, the scanner provides a source of 
intense light that illuminates the bar code. The dark bars 
tend to absorb the light, and the lighter spaces reflect 
the light back to the scanner. Second, the scanner 
collects the reflected pattern of light and dark and 
converts it into an electrical signal that is sent to a 
decoder. Third, the decoder, which may be part of the 
scanner unit or may be a separate device, translates the 
electrical signal to binary digits for use by the EPOS 
terminal. 
Basically, scanners are classified largely into the 
three types, namely, pen scanner, CCD touch scanner, and 
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fixed scanner. The advantages of pen scanner are low cost 
and compact, but the disadvantages are manual operation is 
troublesome and difficulties can arise in reading bar codes 
on irregular or slippery surfaces. The advantages of CCD 
touch scanner are highly precise readings are possible with 
bar codes that are faded or even on uneven surfaces, but 
the disadvantages are distant bar codes cannot be read and 
cannot read bar codes with symbols larger than the reading 
head width. The advantages of fixed scanner are rapid, 
remote, and highly precise readings are possible, but they 
are expensive and cannot be installed where space is 
limited. 
Apparently fixed scanner is most widely used in large 
supermarkets and department stores. CCD touch scanner is 
most widely used in convenience stores and specialty shops. 
Pen scanner is most suitable for data collection but not 
many people nowadays are using pen scanner. Brochures of 
scanner are attached in Appendix 3 for reference. 
Mechanics Of EPOS Terminal 
Basically, two master files, namely, product file and 
transaction file are kept inside the EPOS terminal. The 
product file contains information such as product bar code, 
product description, retail price, etc. The transaction 
file records sales information such as the operator id., 
product bar code, quantity sold, sales amount, etc. 
At the centre of an EPOS terminal is the "Price Look 
Up (PLU)" concept. What this means is that instead of the 
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operator keying in the retail price of an item, the bar 
code of the product is scanned or keyed in. This code is 
then matched to a price on the product master file. When 
there is a match, the EPOS terminal will automatically 
retrieve the product description and retail price, and 
display them on the customer and operator display. 
Once a transaction is completed, the sales data is 
stored into the transaction file and will be automatically 
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Figure 3 - EPOS Operation Flow 
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Scanning System 
A typical Scanning system consists of one in—store 
processor (386SX or 486 personal computer) that connects to 
two or more EPOS terminals via a local area network (LAN) 
such as STARLAN or Token Ring. The in-store processor is 
used to run the Scanning software which processes the 
transaction data collected from each EPOS terminal to 
provide sales information, operator performance, product 
movement, etc. The in-store processor can also communicate 
to the host computer through modem. Any change to the 
product master file will be down loaded from the host 
computer to the in-store processor and, in turn, to the 
EPOS terminals. 
Product 




Bar code scanner (fixed laser type) 
Figure 4 - Scanning System Configuration 
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EDI Concept 
All businesses depend on a flow of documents between 
individual companies. This flow includes such basic 
documents as purchase orders, and invoices. It is 
estimated that business establishments around the world 
produce billions of documents each year. The creation, 
handling, and distribution, of these documents is a 
relatively slow, labour intensive, and error-prone process. 
Since the earliest days of the computer, automation efforts 
have made these applications a primary target. 
Although companies have automated much of the internal 
processing of these transactions, they have made very 
little progress in eliminating the intercorporate flow of 
paper. The barrier to progress in this area is the 
inability of corporations to communicate with each other 
electronically, in a machine-readable form. For example, 
one company may use computers to generate a purchase order, 
which it forwards to its supplier. Forwarding would 
ordinarily be via fax or telex. On receipt of the purchase 
order, the supplier's clerical staff, in turn, would key 
the information from the purchase order into the supplier's 
own computer. This arrangement is very inefficient. 
Furthermore, the rekeying of information can be a 
significant source of errors in the processing of the 
transaction. 
EDI provides for the computer-to-computer movement of 
data ordinarily contained in business documents. It is 
hardware-independent； as long as the recipient knows the 
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specifications of the format that is being transmitted, 
applications can be built that will translate that format 
into one usable to the recipient's computer. The need to 
re-enter data is removed. It is important that companies 
using EDI must comply with some standards. In the past 
year, there has been widespread acceptance of EDIFACT (EDI 
For Administration, Commerce, and Transport) standard. 
Furthermore, true EDI is more than just sending and 
receiving documents electronically; it includes the 
movement of these documents to internal system for 
processing purposes 一 with little or no human involvement. 
Buye Seller 
Fiaure 5 一 EDI Concept 
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CHAPTER 
BENEFITS OF SCANNING AND EDI 
This chapter discusses the benefits of Scanning and 
EDI, and evaluates how 7-Eleven can benefit through these 
two IT tools. The benefits can be classified as "hard" or 
tangible benefits and "soft" or intangible benefits. 
"Hard" benefits are easier to measure in monetary term than 
"soft" benefits. 
Tangible Benefits - Scanning 
The biggest advantage offered by Scanning is its 
ability to keep track of itemised sales information. When 
combined with the itemised purchase information, exact 
quantity of individual item in each store is known at 
anytime. The accounting treatment for inventory will be 
changed completely. Instead of keeping the inventory of 
each store in a lump sum amount, the inventory of each 
store is kept by item. To calculate the inventory at cost, 
the host computer can simply multiply the quantity of each 
item with its landing cost. 
Elimination Of Prices Change 
7-Eleven will be capable of keeping track of quantity 
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of individual item in each store after using Scanning 
system and hence, stores no longer need to count products 
having prices change. As a result, prices change 
manipulation by store staff, especially franchisees can be 
eliminated. 
Reduction In Price Marking And Price Changing Labour 
With Scanning system, the price and description of a 
product are automatically retrieved from the EPOS terminal. 
Therefore, it is unnecessary to mark price on each 
individual item. Only shelf prices that tell customer the 
price of each item are required. This eliminates the need 
for item marking of retail prices, an important labour 
savings• When items are not individually price marked, a 
substantial amount of labour savings can be achieved. 
Reduction In Store Shrinkage 
Store shrinkage can be reduced in two ways, through 
accurate item pricing and by eliminating manual mark-up or 
mark-down calculations• Every item sold is at current 
retail price. No exceptions are made for "sweetheart" 
arrangements or incorrect keying of the item price. 
Secondly, Scanning system automatically computes the mark-
ups or mark-downs based upon the head office's predefined 
factors for each item. This relieves the store managers of 
this manual task and eliminates the potential errors 
introduced into the inventory. 
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Increase In Checkout Productivity 
The checkout function has three major cycles: the ring 
cycle, money cycle, and bagging cycle. Ringing is 
registering the item price by key entry or by scanning the 
bar code on an item. The money cycle consists of totalling 
the transaction, accepting and entering the tender from a 
customer, issuing change and a receipt. Bagging consists 
of bag set up and placing items in the bag. 
Scanning speeds up the ring cycle because items 
generally can be pulled across the scanner faster than they 
can be key entered on cash register. A checkout operator 
picks up an item, pulls it across the scanner and, if 
possible, places it directly into a bag. Since the item is 
not rehandled, a combination of the scan function and the 
bagging function yields the most efficient method of 
handling groceries• 
Speeding the customer through checkout enhances 
customer satisfaction. This is particularly useful because 
7-Eleven always puts great emphasis in providing "fast 
service" to customer. The improvement in checkout 
productivity increase customer throughput and reduce labour 
cost per item. 
Reduction In Store Bookkeeping 
A significant reduction in store bookkeeping can be 
achieved by Scanning system. The functions pertain to 
balancing of cash, the accumulation of total sales, sales 
by product category, media accepted in payment of sales. 
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etc., on a store level basis. The in-store processor 
performs the accumulation rather than the store manager 
manually listing these items from register tapes on spread 
sheets and totalling them. Generally, store manager can 
spend more of his time on true sales activities. 
Intangible Benefits — Scanning 
Intangible benefits are defined as benefits whose 
impact on 7-Eleven's savings and competitiveness is not 
easily measured. However, intangible benefits are real 
benefits, and some experts believe that in the long run, 
the intangible benefits of Scanning will outweigh the 
tangible benefits. 
For purposes of discussion, intangible benefits have 
been divided into operational benefits and better 
information for management decisions. 
Improved Product Movement Information 
With Scanning system, details on exact item movement 
for all or selected items can be obtained. 7-Eleven will 
know, rather than guess at, the effectiveness of its 
advertising and point-of-purchase materials the day after 
a promotion• The timely and accurate product movement 
information provides almost instant feedback on promotion 
which allows management to take prompt corrective action 
before it is too late. Purchasing officers have data they 
can trust and can use with confidence to make merchandising 
decisions. Fast and slow moving items are accurately 
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reported and hence, out-of-stock or over-stock situations 
can be reduced. Also, better data results in better 
planning for next season's inventory assortment. This 
valuable product movement information can help 7-Eleven to 
get out in front of customers and gain competitive edge 
over its rivals. 
Markdown Losses 
Scanning system can be programmed to calculate the 
reduced price applicable to weekly specials and to 
determine the individual and aggregate markdown loss 
applicable to promoting those items. This information can 
be reported weekly by store and used for both accounting 
purposes and for marketing staff to evaluate the effect of 
their promotional activities. 
I呼roved Customer Information 
The ability of Scanning system to allow checkout 
operator to key into the EPOS terminal the age and sex of 
a customer as he totals the sales transaction can help 7-
Eleven to analyse customer groups. Establishing a 
customer's sex should be straightforward. However, age is 
more of a problem; 7-Eleven's checkout operators must guess 
a customer's age. Although this information may be 
subjected to variation, it can still serve as a useful 
guideline for 7-Eleven to stock the products its customers 
want to buy, and enable each of the chain's 300 stores to 
tailor its stock to the dominant customer group and compete 
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more effectively with nearby competitors. For example, if 
a store is near to a school it will stock items that 
student are likely to buy; if it is in a residential area 
it will stock more household products. 
Customer Benefits 
Customer benefits from Scanning system include 
descriptive receipt, increased accuracy in prices charged 
for items purchased, and faster checkout. Checkout 
operator errors in mis-keying prices are virtually 
eliminated. 
Front-End Labour Scheduling 
While the use of data regarding checkout operator 
productivity, customer count, item processed, etc., cannot 
substitute for a complete labour scheduling system, it can 
certainly assist a store manager in more expeditiously 
scheduling the front end. Scanning system continuously 
monitor customers and items processed by hour of the day. 
This information can be utilized in determining peak 
periods and customer shopping patterns. Maximum efficiency 
is obtained by scheduling checkout operators at the times 
that they are required based upon customer demand. 
Security 
Selected statistical data, including product refunds, 
bottle deposit refunds, coupons, etc., can be summarized 
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from the in-store processor and reported on a routine 
basis. Any out-of-line condition can generally be spotted 
very quickly. Moreover, item purchases can be compared to 
item sales to determine whether there is significant 
quantity of any item purchased but not sold. If there is 
a big shortfall, this could indicate that item brought into 
the store as inventory are not being sold but are 
disappearing through theft or pilferage. 
Simplified Training 
Scanning system helps reduce staff training 
requirements by eliminating the identification of product 
categories. Special tracking of promotional items is also 
eliminated. 
Use Of Plastic Money 
With Scanning system, 7-Eleven can issue store card to 
customers or accept tender by Common Stored Value Ticket. 
This can reduce workload in cash administration and the 
associated clerical work, and speed up the money cycle. 
Moreover, the chance of cash manipulation by store staff 
can be reduced. 
EDI Benefits 
The dominant impact of EDI will be a dramatic 
improvement in business productivity. The net result of 
squeezing much paper and its associated costs out of 7-
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Eleven can make the company a much leaner company. And 
equally important, EDI can permit 7-Eleven to improve flow 
of goods and reduce errors in handling transactions. The 
net result can make 7-Eleven a much more effective 
competitor. In the context of highly competitive market, 
EDI capability can certainly provide an important 
competitive edge. 
The total impact of EDI on 7-Eleven is represented by 
the sum of EDI's impact on the various departments that 
constitute the company. EDI will have unique impacts on 
major departments. 
Purchasing 
EDI can reduce purchase order lead times. With source 
marked replenishable merchandise, 7-Eleven can work to 
integrate its computerized systems fully: bar code data 
captured at the^point of sale of each store can be passed 
to the purchasing system in the host computer to generate 
purchase orders (POs) with minimal manual intervention. 
The POs that are produced automatically can then be 
transmitted automatically to the vendor's computers via an 
EDI arrangement. The greater speed and accuracy of 
reorders can increase sales by enabling 7-Eleven to 
maintain in-stock positions with the fastest selling items. 
From a human resource perspective, EDI promises to 
make much better use of purchasing officers' time by 
reducing the burden of paper handling. They may apply the 
time available more productively to more critical areas. 
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Inventory 
EDI permits 7-Eleven to operate at reduced safety 
stock levels. The money saved in inventory can be 
reinvested in the business. Inventory savings due to EDI 
can also be ploughed back into other areas, which can 
result in the ability to offer a broader assortment of 
merchandise. Reduced error rates in the electronic 
transmission of POs and in the electronic processing of 
such POs in suppliers' systems will greatly reduce 
incidence of receiving improperly ordered goods, thereby 
eliminating all the associated costs of rectifying such 
errors. 
Invoices 
Invoices from vendors can be transmitted 
electronically to the computer system of 7-Eleven. Manual 
matching and data entry of invoices will only be done on an 
exceptional basis. Currently, 7-Eleven employs over 100 
account clerks for just invoices (over 200,000 invoices per 
month) data entry and checking. Therefore, greater 
efficiencies can be achieved as well as substantial savings 
in labour and paper handling costs. 
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CHAPTER V 
HOW TO GET STARTED 
This chapter recommends a systematic approach for 7-
Eleven to analyze the costs, benefits, and considerations 
of implementing Scanning and EDI. It is generally agreed 
that in order to have a successful implementation of any 
project, the commitment and full support of top management 
are most important and must be gained. The top management 
of 7-Eleven should include the Chief Executive, Financial 
Controller, Marketing Director, Operation Director, 
Franchising Director, and MIS Manager. 
Once 7-Eleven's top management has committed to the 
project, the following steps may be considered to follow in 
chronological order. 
Vendor Presentation 
Executive vision at the top level must understand how 
Scanning and EDI can be used to shape and support the 
strategic goals of the organization. The first thing that 
the top management can do is to arrange computer vendors 
(NCR, IBM, TEC, ICL, etc.) to give presentation on Scanning 
and EDI regarding their history and latest development, 
costs and benefits, what other retailers worldwide are 
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doing, implementation approach, etc. These types of 
presentation can provide a conceptual framework to the top 
management. 
Talk To Other Retailers 
The second thing that the top management can do is to 
visit and seek advice from those with knowledge and 
experience of Scanning and EDI • Such assistance can be 
typically obtained from the Hong Kong Article Numbering 
Association (HKANA), Tradelink, and other retailers, 
especially convenience store retailers who are already 
using Scanning and/or EDI• This step is considered to be 
important because 7-Eleven can get to know the actual 
benefits realized and costs incurred by other companies 
rather than just on paper. Since there is no single 
convenience store retailer in Hong Kong using Scanning and 
EDI, the top management may consider to visit overseas 
convenience store retailers such as Japan 7-Eleven. 
Define Goals To Achieve 
The top management of 7-Eleven, after talking to other 
experienced users, should define a set of goals that the 
company wants to achieve through Scanning and EDI• 
Furthermore, the management should also prioritize the 
goals in terms of their importance. This set of goals will 
serve as evaluation criteria in the later part of the 
project. 
It is quite obvious that the ultimate goal of 
implementing Scanning and EDI as a business strategy is to 
achieve a competitive advantage in the marketplace• 
Therefore, the next step is to identify the benefits of 
Scanning and EDI that can translate into more specific 
competitive advantages or goals. For example, 7-Eleven may 
want to improve financial/operational control first, reduce 
operating costs the next, and finally establish a marketing 
orientation. 
Costs And Benefits Analysis 
Because Scanning and EDI require a substantial 
investment in systems and support, it is important for the 
management to justify the investment in Scanning and EDI. 
Although it looks like Scanning and EDI can solve the long-
standing problems that face 7-Eleven, it would be foolish 
to implement Scanning and EDI if the initial investment and 
on-going running costs outweigh the returns. 
Therefore, the management has to identify all costs 
required and quantify all benefits that can be anticipated 
based on the defined goals. Furthermore, the management 
also needs to determine the payback period of the 
investment. If the payback period is too long, say five 
years, then the investment may not be justified because IT 
is almost changing everyday. The company may have to 
upgrade or replace the equipments before they are fully 
paid off. The following are some key items that must be 
included in the analysis: 
1) Identify one—off capital expenditures such as 
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hardware, software, cabling, store remodelling, etc. 
2) Identify annual running costs such as hardware and 
software maintenance charges, training costs, etc. 
3) Identify expected annual benefits such as labour 
savings, reduction in prices change manipulation and 
store shrinkage, etc. 
4) Payback period of the investment. 
5) 5-year cash flow forecast. 
Only if the result from this analysis prove to be 
viable, the following steps should not be continued. A 
capital investment worksheet and a 5-year cash flow 
forecast statement are shown in Appendix 4 and 5 
respectively for reference. 
Set Up Steering Committee And Project Team 
Members of the top management, as mentioned at the 
beginning of tKis chapter, should form themselves into a 
steering committee to oversee the project, define the 
master plan, monitor project progress, and make strategic 
decisions. 
In addition, a project team consisting of 
representatives from each department should be set up to 
execute the project, It is recommended to assign the MIS 
Manager as the project team leader. He is the person with 
the overall responsibility for the project. It is 
important that the project team leader should organize 
regular meetings with the steering committee and relevant 
department heads to keep them well informed of the project 
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progress and problems encountered. A steering committee 
















The tasks that the project team needs to tackle at 
stage are to: 
Determine how the project will be phased in, the scope 
of each phase, and pilots. 
Issue Request for Proposal (RFP) to potential vendors. 
Evaluate vendors' proposals. 
Select two or three vendors to participate the pilot 
test. 
Work with vendors to determine the effects of Scanning 
and EDI on existing policies and procedures, and 
formulate a new set of policies and procedures• 
Review with vendors to determine changes to existing 
hardware and software. 
Define the pilot test. 
Establish the measurement criteria based on the 
defined goals for the pilot test. 
Liaise with trading partners. 
Conduct pilot test. 
Analyze pilot test results and make recommendations to 
top management upon completion of the pilot test. 
If benefits realized justify the costs and the green 
light is turned on, the project team can start to 
establish the roll out or implementation plan. 
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It is worthwhile to highlight the importance of 
customer survey before, during, and after the pilot test to 
find out customers' expectations and later their perception 
of Scanning. It is likely that the major objection of 
customers to Scanning is the removal of price label from 
individual item. The customers are afraid of being 
overcharged. A project schedule is shown in Appendix 7 for 
reference. 
Implementation Plan 
The implementation plan has to be carefully planned 
and taken into account the substantial amount of manpower 
resources required to roll out Scanning and EDI to all 300 
stores. It is recommended to carry out the roll out plan 
by, say, six phases in two years. Between each phase, the 
steering committee should review the difficulties 
encountered and "adjust the roll out plan accordingly before 
starting the next phase. 
On the other hand, host computer system running at 
head office level (back end) is also needed to redevelop or 
enhance in order to cope with the changes at store level 
(front end) and the ways to communicate with suppliers. 
Additional hardware and software for communication are 
required to purchase. A sample computer hardware 
configuration diagram under Scanning and EDI environment is 
shown in Appendix 8 for reference. 
It is worthwhile that the 7-Eleven steering committee 
and project team members should also seek advice from other 
41 
retailers who have already completed Scanning and EDI 
implementation. Besides, the selected computer vendor must 
work very closely with 7-Eleven in preparing the roll out 
plan. 
Monitoring Plan 
Since the implementation phase will involve a large 
number of people, both internally and externally, over a 
period of at least two years, therefore it is necessary for 
the steering committee to monitor the progress of the 
implementation regularly and make sure that the project can 
be completed on time and within budget. From time to time, 
they should also measure the actual benefits realized 




The grocery retail industry, like many other 
industries, is facing fierce competition. In order to gain 
competitive advantage, the grocery retailers must be able 
to run their business efficiently, effectively, and to get 
in front of the customers. Clearly, productivity, 
organizational effectiveness, and marketing orientation are 
key factors in almost all competitive situations. 
After the careful study of the present situation and 
problems that face 7-Eleven, implementing two of the latest 
state-of-the-art IT tools, namely. Scanning and EDI 
-V 
properly provide leverage, a competitive advantage to 7-
Eleven over its rivals• 
Since implementing these IT tools will require a huge 
amount of investment, substantial on-going running costs 
and manpower resources, it is important for 7-Eleven to 
carefully plan for the project and follow the steps 
recommended in Chapter V. The company must make it very 
clear to all staff that this project is not a MIS 
department project or a Finance department project or a 
Operation department project, but is a 7-Eleven project. 
The commitment from the top management and all staff are 
obviously important. 
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It is also important that 7-Eleven to define its own 
goals to be achieved by Scanning and EDI before starting 
the project. It is suggested that these goals should be 
brainstormed and defined in a creative and innovative 
manners. Although it is advisable to seek the advice or 
visit experienced users, 7-Eleven should not simply follow 
the others' footsteps. The competitive advantages derived 
from Scanning and EDI must be unique to 7-Eleven. And last 
but not least, customer acceptance to these IT tools should 
be considered carefully in decision making. 
Finally, the recommended IT strategies for 7-Eleven 
are to support the development and implementation of 
business activities, opportunities, policies, and 
directions, in a practical and efficient manner in order to 
gain competitive advantage over its rivals. 
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I S I B旧 
The NCR 7054 Retail Workstation 
combines the advantages of 
our industry-standard, DOS-
based retail platforms with an 
ergoiiomic design. The resulting 
product offers open systems 
architecture, flexible system 
configurations and leading 
edge technology in a small, 
reliable, and environmentally 
protected unit. 
Retailer investments in hardware 
and software are protected 
through the use of industry-
standard operating systems. 
Local Area Networks (LAN), 
Wide Area Networks (WAN), 
peripheral inieriiices and 
application dcvclt^pmeni 
languages and tools. As store 
operation and management 
requirements change, new 
system functions can be 
developed and integrated 
into NCR 7054 Workstation 
configurations. 
Design Criteria 
The NCR 7054 Workstation 
is designed to meet the most 
important needs of retailers 
in the 1990s. 
System Availability 
The first requirement for 
achieving 100 percent system 
availability is high reliability. 
Toward this goal, the 7054 
Workstation is designed and 
manufactured for challenging 
retail environments where 
operating conditions may 
includc high temperature 
and humidity, AC power 
nLiciLiations, 7-day/24-hour 
operation, and food and 
liquid spills. Reliability is 
further enhanced through a 
micromotion keyboard and 
a spill-resistant cabinet. 
The second requirement for 
system availability is assuring 
continued store operations 
even if a system element fails. 
The NCR 7054 features hartery-
supported memory n ith 
automatic power fail recovery, 
a system architecture comprised 
of intelligent workstations 
on a LAN with optionai PC s, 
optional workstation memory 
incremenis and opiional 
integrated disk drives for daui 
and operational redundancy. 
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The third rcquiremcni for 
system availability is prompt 
return to service. In the event 
ol" failure, comprehensive 7054 
diagnostics , logs and tallies 
isolate the problem to the 
workstation module or 
peripheral. The modular 
7054 des ign supports prompt 
repair through a wide variety 
of NCR service options, from 
I customer self-maintenance to 
ft on-site 7-day/24-hour coverage, 
I all available worldwide. 
Flexibility 
The 7054 can be configured for 
a broad array of store formats 
and sizes, from a stand-alone 
disk-based workstation/server 
to a large network of diskless 
workstations with dedicated 
in-store PC servers. With 
PC/7054 application software 
compatibility, store systems 
can be effectively expanded 
.and enhanced by adding 
workstations, PC servers, 
peripherals, store automation 
interfaces and new application 
functionality. 
In addit ion, NCR's cxlcnsive 
peripheral produci lines arc 
available to mcci ihe most 
c o m m o n retail business 
requirements. The 7054's 
industry-standard peripheral 
interfaces and PC-compatible 
add-on board slots can be used 
to satisfy special or unique 
customer requirements today 
and in the future. 
Performance 
With a state-of-the-art Intel 
80386SX microprocessor running 
. a t l 6 i n H z , . t h e 7 J i 5 4 m r k s t a t i o n 
is des igned to handle POS 
transactions quickly. W h e n 
used as a workstation/server, 
it can perform back off ice 
funct ions eff iciently. 
Features and Functions Optional Features 
The NCR 7054 Workstation 
includes the following features: 
i Small footprint to preserve 
counter space 
,Spill-resistant cabinet designed 
for easy cleaning 




template and protective overlay 
• No-screws, no-tools assembly 
and module replacement 
• Automatic power shut-off 
during installation and 
maintenance 
• Adjustable speaker tone 
and volume 
_ 9-inch operator display with 
tilt mount 
• Electronic keylock and color-
coded keys for security 
• 80386SX microprocessor 
at 16 m H z 
. 3 2 K B CMOS for totals with 
100+ hours battery support 
• 1MB RAM for program and 
data with 2 + hours battery 
support 
• Automatic item-level power 
fail recovery 
• Built-in interfaces for cash 
drawers, printers, customer 
display, magnetic stripe reader 
(MSR), 2 OCIA peripherals 
and alphanumeric keyboard 
The NCR 7054 NXbrksiaiion 
also offers a broad range of 
optional features: 
• RAM memory configurations 
of 2MB, 4MB, 8MB or 16MB 
• No-post and low-posi 
integrated l- l ine/6-characier 
customer displays 
• Remote counter-mounted 
l- l ine/6-character and 2 
l ine/20-character customer 
displays 
• Integrated track 1 and 2 MSR 
• One or two cash drawers per 
workstation 
• StarLAN communicat ions 
• Two additional OCIA ports 
• Terminal bus board with: 
Two RS232 ports 
One parallel port 
Two 8-bit half-size AT add-on 
board slots 
• Disk/slot support module with: 
1.44MB 3.5-inch flex disk with 
front access and locked door 
20MB, 40MB, WOMB fixed disk 
Two 16-bit full-size AT add-on 
board slots 
Printers 
’A wide range of receipt, slip 
land journal printing choices is 
available. All printers are rated 
at 171 lines per minute and 
f have bit graphics capabilities 
I for rotated pr int , logo and 
check priming. Each 7054 
Workstation uses built-in 
RS485 interfaces to support 
one workstation-powered 
printer and up to seven self-
powered printers. A printer 
tray is available to provide an 
integrated look with workstation-
.p.Q.w_e_red.pri.nters. 
The workstation-powered 
printers are NCR 2202 receipt 
printers with knife and 15-line 
validation options, and NCR 
2203 slip printers with the 
Automatic Form Number 
Reader (AFNR) option. 
Remote self-powered printers 
include the NCR 2207 receipt/ 
kitchen printers. 
Retail Peripheral Options 
Many NCR retail peripherals 
are supported on the 7054 
Workstation including: 
• NCR 2260 and NCR 7052 Cash 
Drawers 
• NCR 2010 Coin Dispensers 
NCR 4000 Menu Scales 
NCR 4430 Remote MSR/Pin Pad 
NCR 6417 Printer 
I NCR 7820 Laser Scanner with 
NCR Pacesetter option 
‘NCR 7824 Laser Scanner/Scalo 
with NCR Pacesetter option 
•NCR7852 Compact Laser 
Scanner with NCR Pacesetter 
and vertical mount options 
• NCR 2755 Kitchen Display 
Subsystem with interface 
adapters, stainless steel 
kitchen video display, 1x4 
and 4x4 keypads 
Workstation/Server Options 
The NCR 7054 Workstation -
may be conf igured to perform 
non-POS funct ions ranging 
from data col lect /back-up on 
fixed disks to full back-off ice 
capabilities. Flex and f ixed 
disks arc integrated vvithoul 
increasing ihc 7054 fooiprint. 
A second, alphanumeric 
keyboard may be attached lo 
I he 7054 and stored under the 
counter for use by the store 
manager to exccuic back-office 
functions without having a 
dedicated in-store PC. A line 
printer, m o d e m , NCR Multi-
Protocol Communicat ions 
Adapter (MPCA) with built-in 
2400-baud m o d e m , or other 
high-order WAN communi-
cations adapter can be utilized 
to fulfill all store-level data 
processing requirements. 
Local Area Network Options 
For inter-workstation LAN 
communicat ions , StarLAN 
is opt imized for high-speed 
(1MB per second) transaction-
oriented data traffic. A hubless 
StarLAN option allows for up 
to nine devices to be attached 
to the network cluster without 
using active hubs. Hub-based 
StarLAN is used for larger 
networks. 
Wide Area Network Options 
Any industry-standard 
network can be used for high-
order communicat ions i'roni 
I he workstation lo host 
processors for such things as 
credit and debit transactions, 
file transfers, e lectronic 
mail, price/program updates, 
polling store data and remote 
diagnostics. T h e 7054 supports 
asynchronous, bisynchronous, 
SNA and other c o m m u n i c a u o n 
methods, including MPCA 
whicli combines an integrated 
2400-haud m o d e m with the 
capability to select, for example, 
between dial-up asynchronous 
communications during regular 
operating hours, and 3780 
bisynchronous communications 
for after-hours file transfers. 
n 
iPlaltorm Software 
rrhe NCR 7054 opcraiing 
sysieni is ,\\S-lH)S w ith 
'NCR retail enhunccmcnls. 
High-level programming 
languages such as Microsofi C 
•and Microsoft QuickBasic are 
combined with NCR's extensive 
seiofiools(TAPS,VCO, 
LIM/EMS) and device drivers 
10 provide an open, industry-
standard, Intel-based POS 
program development environ-
meni. This environment allows 
lH>compatihlc non-POS 
programs lo run on 7054 disk-
hased worksuuion/servcrs. 
The 7054 also includes 
comprehensive diagnostics 
for the workstation and NCR 
retail peripherals. Logs and 
tallies, which rcflecl the status 
and performance of each system 
element, are maintained in the 
workstation. Along with the 
PC-like Level 0 diagnostics 
executed automatically on 
power up. Level 1 diagnostics 
can be executed on operator 
request to help isolate 
potential failures. 
Level 2 diagnostics can be linked 
into POS applications or 
separately loaded. Logs and 
tallies of system activity and 
performance are automatically 
maintained. 
Dimensions 
W'iihotii Disk'Slot MoiiuU' 
Width: 
Depth: 16.5 ill. (41” cm) 
Hcighl: 15.0in.(3S.l cm) 
Wcighi: 241b. (10.9kg) 
Will! DishSloi Moduli' 
Width: 11.5 in. (29.2 cm) 
Depth: 16.5 (41.9 cm) 
Height: 18.9 in. (47.9 cm) 
Weight: 31 lb. (14.1 kg) 
Environmental 
Specifications 
-Humidity: 2 0 % - 8 0 % 
• Operating Temperauire: 
5 0 ° F - 1 0 4 ° F ( 1 0 ° C - 4 0 ° C ) 
Voltage 
90 - 136 VAC 
I 198 -2V/-VAC 
Auto runging power supply 
auiomalically adjiisis for 
voliagc and IVoqucncy 
Power cord opiions are suimlard 
grounded connccior, twisl-lock 
conncctor or no conncctor. 
\'(:R Q u p o u i l i o n i oniiimully impi ovi'S 
fiivducisas 'icxc u i liiiolo<>icsaniicoiul)onetiis 
hecomc availdbU'. .\'('li (:(>rfi綱ii(w� 
llici\\fon\ rcscn c.'i ihc ii^lil to cluin^e 
specifictilions ii-iihciil prior iioticc. A l l 
fnulun'sjunclions. andopcraiion：; Jcsaibcd 
herein may not br inarkcicd by X C R in all 
fnirts of I lie world. Consult your \ ' C R 
repn'si'iiuitivc oi \'('R ojl'icc fonln' latest 
inlonihilio'i. 
Intel in ii lei'isicn d iradoiuu k ol Intel 
(^orpoiulio'i 
M i o o s o f i utni M . y - i ' i O S <;/v rcaisicrcd 
tnidi'iiiarksofMh i o f o l l (Atrponition. 
j:1 ? ‘,4‘)l ,,.!ti•“�i In .K SiakclmlJcr Kclauoiis Division. 
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BAR CODE SCANNERS 
The 1260, 1261 and 1266 
digital wands can scan 
high, medium and low den-
sity bar code. (See ordering 
information for the precise 
features of each wand.) 
They feature smooth syn-
thetic sapphire tips, the 
hardest material next to 
diamond. These tips are 
sealed for protection 
against liquids, dust and 
dirt. The cables are 6-pin 
modular connectors that 





The CCD Scanner reads 
even when it is aimed or 
angled imprecisely. It can 
read low density, marginal 
quality bar code as well as 
high density (7.5 mil), high 
quality labels. The CCD 
uses a camera-like device to 
image an entire bar code at 
once. The CCD consumes 
little power, works under 
any lighting condition and 
excels in applications with a 
fixed bar code length, (max-
imum length, 3.1 inches 
(78.7mm)，such as UPC and 
bar code on a flat surface. 
DESCRIPTION ORDERING NUMBER 
1461A 
Cables 
9-pin D-sub connector, 5' (150cm)[for 95XX readers] 01 
6-pin modular connector，coiled, 5' (I50cm)[for 944X readers] 02 
10-pin modular connector, 5’ (150cm)[for 97XX readers] 03 
Accessory 
Desk/wall stand 053702 
Quick Reference Guide included. 
MEDALLION Service Plans: PLATINUM PLUS to BRONZE (U.S.A. and Canada). 
1260 high to medium resolution visible light digital wand* is for 
high density symbols or labels/ 
For 944X, 943X, 95XX readers 1260A0101 
For 97XX readers : 1260A0201 
1261 medium to low resolution visible light digital wand** is for 
dot or square matrix printed labels.^ 
For 944X, 943X, 95XX readers 1261 AOlOl 
For 97XX readers 1261A0201 
1266 high to medium resolution infrared digital wand.*' 
For 944X，943X, 95XX readers 1266AO 101 
For 97XX readers 1266A0201 
Cables — 
10'(300cm) replacement cable for 944X, 943X, 95XX readers 583243 
10' (300cm) replacement cable for 97XX readers 054360 
Accessories 
Wand Holder. Molded brown plastic(comes with 95XX readers)…..046993 
Wand Holder. Molded gray plastic (comes with 95XX wedges) 047175 
Wand Edge Guide. To read bar code on the edge of a printed 
circuit board (contains 10 edge guides) 048275 
Quick Reference Card included. 
MEDALLION Service Plans: PLATINUM to BRONZE (U.S.A. and Canada). 
*Less than .010" narrow bars. 
**.0J0" or greater narrow bars, 
finchides 10' (300cm) coiled cord. 
1260/1261/1266 $er!eiDigital IndustiidlWonds 





Dimensions 305(W) X 79(D) X 229(H) 
Reading 
Conditions 
Reading Speed 2.5m/sec. 
Weight 28 kg Reading Direction All Direction 
Operating Temp. 10~40°C Reading Distance Within 70 mm 
Operating Humidity 90% RH Light Source He.Ne gas laser (in absence of visible moisture) 
Type of Bar-codes UPC, EAN. JAN 
TEC 
TOKYO ELECTRIC CO.,LTD. 
INTERNATIONAL OPERATIONS DIVISION 
1-14-10 UCHIKANDA, CHIYODA-KU, 
TOKYO 101. JAPAN. 
l l i l l 
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3 4 5 Total 
Hardware : 
Scanning Equipment 
($70,000 per store ) 
Head Office Computer 
Communication System 











14,210 10,780 700 700 700 27,090 
Software : 
EPoS Package 
($30,000 per store ) 
Back Office System 





300 300 300 9.810 
1,350 
4,965 5,295 300 300 300 11,160 
Miscellaneous : 
Cabling ( $5,000 per store ) 
Checkout Counter Modification 



















Total Capital Investment ：句卵坊出袖卵站i欣拥彻 20,176 ‘、17,153' 
9- 4. “ V - V. y 
‘ 1 , 0 7 0 1,070 
< >• ^ 〜 > ； 1,070 40,539 
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